


Promotional Tips

Buyers come to EXHIBITOR2009
with a pre-set agenda of companies
to visit. Utilize the following pre-show
promotion tools and information to
assure that your company is on the
“must see” list of exhibitors.

Mailing Lists

Exhibitors wishing to do a pre-show and/or
post-show promotional mailing should
contact CompuSystems (official registration
contractor). Contact CompuSystems at
708.786.5565 for details and pricing.

FREE VIP Exhibit Hall Registration
Invite your customers and prospects to visit
EXHIBITOR2009 as your special guest. Your
free customized VIP invitation invites them
to attend both the exhibit hall and two
networking receptions with your compliments.
Email them the customized pdf, or ask for
printed copies with your company name.

Your customers and prospects simply
enter your VIP code to waive the $75
fee when they register online. You will
receive your unique pdf and VIP code in
December. If you have questions contact
EXHIBITOR2009@heiexpo.com.

Direct Mail

Direct mail is the most important element

you can use to attract buyers to your booth.

Consider the following elements when

planning your direct mail program:

* OBJECTIVES - Decide what you
want to accomplish with your
direct mail campaign.

* TARGET AUDIENCE - Mailing lists of
your best customers, prospects, and
the media are obvious audiences, as
are those who have expressed interest
in your product during the last year. You
can also focus on specific segments of
the EXHIBITOR2009 audience by request.

* CONTENT - What is your message?

* FREQUENCY - For optimal results, plan
to send three separate mailings spaced
at two to three-week intervals.

* Make it easy for your customers to find
you. Remember to highlight your booth
number and location in the exhibition.
Always include the name, dates, and
location of EXHIBITOR2009. It will
increase the likelihood that your
message will be read.

Conference Brochures -
provided by EXHIBITORZ2009

Be a proponent of professional education
— and highlight your participation in
EXHIBITOR2009 — by making complete
conference information available to your
top prospects and customers.

If you have questions contact
EXHIBITOR2009@heiexpo.com.

HOW TO DISTRIBUTE YOUR

CONFERENCE BROCHURES:

Send them to your best customers,

prospects, distributors, and sales

people with:

* A personal letter inviting them
to EXHIBITOR2009.

* A printed piece highlighting what
you will be exhibiting.

* Your customized VIP Exhibit Hall
Pass invitation.

* An inkjet, personalized message from
you, on the cover of each conference
brochure. We will distribute for you.

* We'll personalize and you do the mailing.

EXHIBITORZ009

21ST YEAR



Best of the Best

SHINE AMONG YOUR PEERS!
EXHIBITOR2009 will once again honor
those exhibitors who demonstrate
excellence in exhibit marketing and
booth staffing with the Best of Show
and Best Booth Staff awards.

BEST OF SHOW JUDGING
PROCEDURES/CRITERIA

All EXHIBITOR2009 exhibits will be
judged by a panel of corporate exhibit
managers. Judging will take place on
the first day of the show. Awards

will be given in two booth size categories:

exhibits 200 square feet and less, and
exhibits more than 200 square feet.

EXHIBITS WILL BE EVALUATED
ON FIVE CRITERIA:

1. Corporate ID — Can you tell at a glance
who the company is and what it does?

2. Layout — Is the layout functional and
accessible? Is the booth clean and orderly?
3. Design - Is the booth inviting and
attractive?

4. Graphics — Are graphics well-placed
and easy to read? Do they address

product features and benefits?

5. Product presentation — Are products
clearly identified? Is the presentation
memorable?

: NOTE: The Best of Show designation is not
% a “best design” award. Equal emphasis is
1’ placed on all five criteria.

BEST BOOTH STAFF JUDGING
PROCEDURES/CRITERIA

All exhibitors are eligible. Exhibit personnel
will be evaluated by a panel of corporate
exhibit managers. Judging will take place
on the first day of the show.

Buyers Choice Awards

All products and services featured in the
New Product Showcase will automatically
be entered in the Buyers Choice Awards
program. Winners are selected by a team
of industry buyers and are announced at
the Show.

BOOTH STAFFS WILL BE JUDGED

ON SIX CRITERIA:
1. Proper booth etiquette — Staffers
should not be sitting, eating, or talking
on the phone.
2. Active engagement — Do staffers stand at
the threshold of the exhibit ready to engage
passers-by? Do they make eye contact with
and greet approaching attendees?
3. Effective conversation-starters — Do they
acknowledge your presence in the booth?
Do they ask open-ended questions?
4. Adequate staff — Is the booth sufficiently
staffed to accommodate show traffic?
5. Qualifying techniques — Do staffers ask
questions? Do they assess a prospect’s
needs before launching into a sales pitch?
6. Knowledge/helpfulness — Can they
answer your questions? Do they take
advantage of other resources in the
booth (other personnel, literature,
product displays)?

AWARDS PRESENTATION

Best of Show and Best Booth Staff awards
will be presented Tuesday, March 24.

A list of the winners will be posted in the
exhibit hall. Winners also will be recognized
in post-show press releases and in the
EXHIBITOR2009 post-show coverage

in EXHIBITOR magazine.

QUESTIONS?
Please call 507-289-6556.
E-mail: questions@exhibitormagazine.com
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Increase Your Visibility

Publicity is a powerful marketing tool
when used to its full potential. We
encourage you to work closely with the
Show’s press relations staff in developing
a strong PR Campaign before, during
and after the Show.

Free Pre-Show Publicity
EXHIBITOR2009 maintains contact
with more than 200 business and
trade publications.

News Releases are posted to the
EXHIBITOR2009 Web site.

If you have a special event or a new product
release planned for the Show, be sure to
notify Wayne Dunham at 630.963.4280

or dunhamcom@aol.com.

The online Press Room provides exhibit and

event managers with up-to-the-minute Show
news. Take advantage of additional exposure
before the Show to promote your exhibit and
products on the Web — Free! News releases

are posted daily in the online Press Room.

EXHIBITOR NEWS NETWORK

Industry Prass Submit Your Mews.
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8/19/2007 , ENN Company News

0/19/2007 , EMN Company News

Premier Mounts Announces Staff Promotions

GAC Announces Launch of GAC Events Asia

Edlen Electrical Exhibition Services Anncunces New Hires
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TRAQ-IT! A better
way to manage your

tradeshows & events.
TRALIT

Get ENM in your inbox! | |

Free Post-Show Publicity
EXHIBITOR2009 press relations team also
works with media after EXHIBITOR2009
closes, to facilitate “wrap-up” stories,
provide final attendance figures, Best of
Show Award winners, Best Booth Staff
Award winners, Buyers Choice Awards
(forms and additional information is
included in this section of your manual),
and floor survey information. If you have
a special story to tell after the Show
about how your product or service was
received by attendees, and your success
as a result of exhibiting, be sure to let
Wayne Dunham know.

Free Official Show Directory Listing
- VERY IMPORTANT!

The Official Show Directory contains
information on all EXHIBITOR2009
exhibitors, the conference, and Show
events. Each contracted exhibitor is
entitled to one (1) complimentary
directory listing. Each attendee receives
a directory with their registration
materials. Attendees refer to this
Directory during the Show. It is also
kept as a reference source for attendees
in the months after the Show.

To purchase a display ad call 888.235.6155
or contact adsales@exhibitormagazine.com.

Free On-Site Publicity
EXHIBITOR2009 has a Press Room,
located in The Square, to help the
media cover the Show.

Be sure to provide 25 press kits to the
Press Room on Sunday, March 22, 2009
so the media sees your products/services.

Press Room staff will work with you
to publicize special events, press
conferences and new products.

For further information on press events,

call Wayne Dunham at 630.963.4280
or dunhamcom@aol.com.
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EXHIBITOR2009 Checklist

Reserve your AD placement for the
show-site issue (spring) of Corporate
EVENT magazine by 1/13/09.

October

Return your entry form, brief product
description, and photo for the New
Product Showcase.

October/November

Call the ad sales department at
EXHIBITOR at 888.235.6155

or 507.289.6556 to discuss how
sponsorships and advertising can fit

your show objectives and provide increased
brand and image goals at Show time.

Order Conference Brochures for
distribution to your customers and
prospects. Send 6-8 weeks before the Show.

December
Begin your Direct Mail Program for
January & February.

January

Reserve your
ad placement
for the show-site
issue (February) of
EXHIBITOR magazine &
by 1/16/09. '

Send news releases to all the major
trade publications and Wayne
Dunham announcing new programs and/or
products you plan to introduce at the Show.

Place ads in major trade publications,
in the pre-show issue of EXHIBITOR
Magazine and in the Official Show Directory
and include a Show logo, dates, and your
booth number.

FREE VIP Exhibit Hall Registration -
Email or mail your customers and
prospects with your personalized VIP
registration pass.

February

Send news releases to all the major

trade publications and Wayne Dunham
announcing new programs and/or products
you plan to introduce at the Show.

Send your company information
or product announcement to
CompuSystems for distribution to

the registered attendee file for your
pre-show promotion mailing.

Prepare Media Kits with
information on your company,
products, and services for placement
in the Press Room at the Show.

February (continued)

Mail literature on your products and
programs to your customers, inviting
them to visit you at the Show.

Send news releases to all the local
business publications announcing
what you plan to feature at the Show.

Finalize arrangements for any social
L1 functions you plan during the Show
and mail invitations to your guests.

Conduct a telemarketing campaign to
your best customers to confirm their
Show attendance and set-up appointments.

March/April

Post any last-minute news releases
on the EXHIBITOR2009 Web site,
www.Exhibitor2009.com.

Follow-up the leads you collected
at the Show with program and/or
product information and a personal
phone call.

Send news releases to all the major
trade publications reporting on how
your program was received at the Show and
your success as a result of exhibiting.

Send direct mail, broadcast
fax or email blast to all
EXHIBITOR2009 registrants.
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